RESTORING THE ARMY"S ACQUISITION CONTRACTING CORPS
This SRP compares the Army"s contracting program with those of the Navy and Air Force. In the basis of comparison, it offers recommendations for improving Army contracting, which has come under scrutiny for the past ten years. Figure 1 illustrates the planning process used in the Air Force"s Contracting Strategic Planning Model that promotes tactical implementation of strategic priorities. This model could strengthen the Army"s Strategic Planning process and serve as a foundation for Army contracting. It shows how contracting can be used to implement a strategy that accomplishes the organizational mission that supports its senior leaders" vision. This holistic planning model is informal though out by the organization"s guiding principles; in there, it calls for assessments of performances throughout the process.
The following background of Army contracting reveals the need to reform the process in accord with the latest practices in Navy and Air Force contracting.
Background
Since the Cold War terminated, the Department of Defense and the Services have made significant changes to meet the expanding challenges of contracting. A 2007
Independent Commission on Army Contracting and Program Management in
Expeditionary Operations reviewed lessons learned in Army contracting. After reviewing the entire landscape of acquisition issues in Kuwait, Afghanistan, and Iraq, the
Commission on Army Acquisition and Program Management in Expeditionary
Operations identified the problems that Army personnel experienced in Acquisition and Program Management in the Expeditionary Environment. The commission cited failures of several departments and agencies to recognize or comprehensively address significant, shifting challenges of the post-Cold War environment. 1 Every service has outsourced acquisition tasks previously performed by individuals in uniform, now performed by contractors. This has significantly increased their effectiveness and warfighting capabilities and has done so at significant savings to the American taxpayer. However, outsourcing has challenged the Services" acquisition and program management processes in these major areas: increased workload, increased complexity, and increased tempo.
Increased Workload
After the Cold War struggle with the Soviet Union, the nation"s defense spending declined. Accordingly, purchases of high-tech equipment occurred at a more reasonable pace. Likewise, new management processes, improved training, and better technology enabled the Services" to reduce significantly the number of individuals involved in the procurement process. 3 The Army significantly reduced its acquisition workforce and deliberately chose not to shore up identified shortfalls in Army program management personnel.
Subsequently, the workload of contracting personnel (charged with writing, negotiating, monitoring, and enforcing performance of the contracts) substantially increased in complexity and volume. 4 Increased Complexity Acquisition and contracting have increased in complexity as well. Acquiring services is more complicated than purchasing hardware. Service contracts, those through which the Government purchases services rather than hardware, tend to be more complex. For example, Soldiers expect food to be available where they need it, when they need it, and in sufficient quantities. Soldiers do not have years to wait for teams of engineers to define their nutritional requirements. But they bring their complex needs to a contracting office. However, contractually defining warfighters" daily requirements and assuring requisite services are regularly and adequately provided are complex and very critical issues. Because the Army has outsourced its support services, neither the warfighter nor the contracting professional has the resources available to provide assured and definitive assistance. 5 After contract award, the Army has limited human resources trained with validity to monitor and ensure the contractor is providing the services needed by the warfighter.
Contracting personnel often rely on Soldiers with a specific Military Occupational Specialty (MOS) to monitor the contractor"s performance; these Soldiers serve as the Contracting Officer"s Representative (CORs). CORs are an essential part of contract management. They represent the "last tactical mile" of contracting 6 . However, CORs in theater are assigned as contract managers/administrators as an "extra duty." Often, they have no experience in such matters. A COR is often a young Soldier who lacks contracting experience. But most have at least a functional area of expertise (e.g. 92G-food service handler assigned to the Dining Facility, etc.). The Army"s inability to monitor contractor performance and enforce contracts is a critical problem in an expeditionary environment. "The Commission reported that the complexity of drafting service contracts and monitoring them, and the critical need for resources to perform these functions in an expeditionary environment, have not received the needed attention from the Army." (OCONUS) is to sustain the accelerated operations tempo. In an expeditionary environment, personnel must fill requirements in days---not months. Further, the volumes of requirements can easily overwhelm a small contracting office. 8 Because of the huge workload, the increased complexity of service contracts, and the rapid operational tempo, there has been a dramatic reduction in the capability of the Army to meet the acquisitions. This combination represents a "perfect storm" in Army acquisition and program management.  Answer: The Army"s goal for this year is to codify some of the "best practices" in this area. We are adding 400 military personnel to the contracting community. We are using the Boot Camp model, which entails a 6-8 week camp that educates and trains interns and journey-level personnel entering the Contracting career field.  Answer: Currently, we are strapped for personnel; we just do not have the staff to develop this high-level plan. Once we get additional personnel on board, with the expertise, we will develop this plan. There is no due date at this time. Army personnel from DASA-P should leverage key Air Force and Navy core competencies with input and assistance from senior contracting leaders of the Army"s sister service.
For the Army, the Contracting community, as well as for American taxpayers; this resulting return on mission will far out-weigh the embarrassment they have sustained over the past ten years. Adopting an Army Strategic Plan similar to those of our sister services, will proactively engage Army leaders at every level. This initiative could propel
Army contracting to meet their objectives and to realize the full potential of their leaders" vision.
Variations of Contracting Practices and Models among the Three Services
This section discusses variations of contracting practices and models of each of the three services. The variations begin at the Strategic Level at which the senior Contracting official for each service provide the guiding principles that lay a foundation for success. The comparison proceeded to the tactical and operational levels, focusing on the training and experiences of each Service.
Air Force Model
The Air Force has long surpassed the Army and Navy in Acquisition Contract According to Thompson, the Army"s goal is to recruit and hire highly qualified personnel, retain them in the workforce and empower an innovative, professional contracting workforce to provide timely and sound procurement advice to Army and DoD.
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The Army"s contracting career path has fallen approximately ten years behind the Air Force"s career development for officers and non-commissioned officers. Figure 5 depicts the Army"s Career Path for contracting personnel. The final issue is that of Army contracting personnel competency that resides in skills, knowledge, and behavior. Our military personnel bounce from operational to technical assignments at the captain and major (CPT-MAJ) grades for a short period.
Then they proceed to serve as multifunctional lieutenant colonels and colonels (LTC- "While soft skills are less tangible, they help individuals" select pertinent information for the solution of a problem and formulate relevant and promising hypotheses." 32 Table 1 compares Acquisition Contracting Hard and Soft skills. 
Comparison of Career Education and Competency Development
The Defense Acquisition University (DAU) is the principal resource for providing all DoD personnel with acquisition-related training and on-going acquisition education.
DAU provides core certification and sets training standards for all Services. DAU offers courses in three distinct ways: First, the residence and distance learning courses vary in lengths designed to meet the services" core certification standards, along with specific assignments for developmental needs. Second, the continuous learning center is the gateway to various learning assets supported by DAU, to include information on DoD policy and guidance for the defense acquisition workforce"s continuous learning requirements. Finally, in on-site courses the DAU faculty meets with services"
representatives to determine their requirements. Then the DAU faculty customizes DAU learning assets to meet the needs of the service (customer). These are fee-for-service courses.
Criteria for Acquisition Certification 2. Work closely with Army G-1 to select a reasonable number of 51C officers and non-commissioned officers early in their careers in order to maintain and sustain the technical expertise, stability, and longevity in the Acquisition career field of contracting.
Work with the Army"s Operations Research and Systems Analysis (ORSA) field to assist in applying objective, analytical, and orderly thinking to the implementation of this effort.
3. Commission an independent organization (such as RAND or BENS) to periodically (every five to seven years) reviews the Acquisition community"s business practices, models, policy and procedures. Such reviews would assure the integrity and competency of this vital organization. They would also enhance the image of an organization that has not enjoyed a very formidable reputation.
4. Employ DAU to customize learning courses to meet the needs of the Contracting Corps.
